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About Us
            “Naman" - A traditional Indian 
         way of greeting others with a respectful bow; 
     a gracious form of extending warmth, respect 
and humility.  

With almost two decades of experience and an international 
footprint, we partner with client companies to effectively utilize 

Human Capital and achieve a unified goal. 

Recognized for our expertise, organizations across sectors have 
benefited from our unique, targeted solutions that resolve 

strategic, tactical and operational challenges 
faced by clients.  

We take pride in being recognized for our unsurpassable 
quality and proficient services to clients across varied 

industry verticals and business segments. 
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Founded in 1896 and headquartered in Basel, Switzerland, They are one
of the world’s leading research-oriented healthcare groups. They are also
the world’s largest biotech company with specialized medicines in oncology
(cancer treatment). Having employee strength of over 82,000 across the 
world they have presence in nearly 150 countries, and are globally amongst
the top 5 pharmaceuticals players.

 

Designed capability building initiatives for one of the world’s 
leading research-oriented healthcare groups

Naman developed a custom curriculum to develop managers
on competency framework

The Need 
In 2013, distribution strategy was shifting from outsourced to direct control 
framework (setting up warehouses and C&F agents). It was likely to impact 
most roles in the organization. The company wanted to strengthen its presence 
in the Indian market amidst strong competition. Hence, the need for capability
building initiatives to attain company goals for higher pace of growth was felt.

The Approach

The Outcome 

A Talent management architecture was formed with guiding principles like:
• All the development initiatives should be in alignment with company’s values,
   competency framework and leadership commitments
• Focus on specific behavioural indicators and objectives
• Use Clifton Strengths assessment along with group coaching sessions
• Diligently chalk out Individual Development Plan with support of reporting
   managers

The management architecture covered 1000+ employees in a span of 3
years. Entire organization now runs on Strengths Platform Introduction of
Strengths based check-In processes for entire organization’s Improved employee   
engagement & pushing excellence in work performance.
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An affiliate of the global healthcare company, they rank among the top
Pharmaceuticals companies in Singapore. With the support of more than
200 professionals, the company is committed to its mission of improving
the health of the patients in Singapore through quality medicine, educated
healthcare workers and empowered patients.

 

Enabled FLM (First Line Managers) on critical competencies for 
one of the top Pharmaceuticals companies in Singapore

Naman developed a custom curriculum to develop managers
on competency framework

 The Need 
To enable FLSMs (First Line Sales Managers) to move from their current 
state of capability to the desired state of expertise by providing inputs on 3  
critical competencies: Manage People, Business & Customer.

The Approach

The Outcome 
The custom developed curriculum has been successfully implemented and
is running on auto mode in the ASEAN region. The program is being extended
to other regions as well.

  

 Naman designed and developed specific classroom-based training curriculum
 that mapped various objectives defined in the competency model.
•Designed and developed 3.5 days interactive learning modules in line with 
  the competency framework.
•A 3 day  TTT (centralised briefing) was done to trainers of the company to
  help deliver learning sessions at various locations across the ASEAN region.
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One of India's leading private insurance companies. It is a joint venture
between Housing Development Finance Corporation Limited (HDFC Limited)
India's leading housing finance institution, and a Group Company of the
Standard Life PLC, UK.

 

Facilitated adoption of “Customer Experience Management” 
 philosophy in a leading private insurance company

Naman designed desired state of each role based on the best
practices to adopt “Customer Experience Management” philosophy

The Need 
The company felt the need to move from a transaction focused organization
to a customer centric one. They quickly needed to adopt the “Customer
Experience Management” philosophy.

The Approach

The Outcome 

Phase I – Identifying desired state for each role: This phase consisted doing a 
complete background study of the business and the organizational structure. The  
senior management was interviewed on possible best practices. Also, based on 
job descriptions and critical incidents, Behavior Event Interviews were conducted.
Phase II – As-is State Assessment: Quantitative and qualitative approaches 
were adopted for the assessment of capabilities for unique roles and identify
deviations.

Based on 6 top performance enablers, competency-specific behaviors were
identified for all roles.

 

Department-specific competencies and differentiating behavior for improved 
customer service were listed and clearly defined.
Developmental needs were identified in terms of knowledge, skill and behaviors.
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India's largest FMCG manufacturing and distribution company, responsible
for the manufacturing, packaging, sales and distribution of beverages, the
Company owns and operates over 21 factories. With a network of 4,000
distributors and over 1.9 million retail outlets distribute the high quality, 
beverages manufactured by them.

 

Enabled and developed Pan – India workforce for one of the 
largest FMCG manufacturing and distribution company 

Naman designed an intervention named SPARK to develop and
inculcate a sense of ownership 

The Need 
The company attains high performance levels every year because of an
enabling environment. One strong enabler is behavioural training. They 
partnered with Naman to diagnose, design and deliver this intervention on 
a pan India level.

The Approach

The Outcome 

Naman developed the SPARK program to stimulate performance and streamline 
processes. It was started as a new enabler for executives and team leaders.

The 2-day behavioral training program was designed to:
  Help individuals Develop Self and Others
  Encourage them to act like an owner
  Collaborate with Systems, Customers and Key Stakeholders
  Detailed training needs analysis was conducted

  Increased awareness of identified competencies
  Enhanced communication skills helped alignment of 
   internal and external stakeholders
  Maximized potential by managing time effectively

  

  



The Client

A leading global Gases and Engineering company with about 50,500 
employees working in more than 100 countries worldwide. The company 
strives to be a high performance organization in every respect.

 

Naman introduced and used strengths-based development 
philosophy to cultivate kinetic leaders

The Need 
    Cope up with the market challenges and develop organizational sustainability
    Initiate strong actionable decision making
    Cultivate kinetic leaders who by nature inspire and align human capital 
    assets in the workplace for common focus
    Devise and form strategy to promote the changes needed in the workplace 
    for sustainable success

The Approach

The Outcome 

  A One-year long leadership intervention, LEAD adopted a unique approach 
  including:
  Pre and Post 360 Degree Feedback assessment
  Individual coaching sessions with one to one coaching based on IDP, post   
  360 degree feedback
  Accomplished leaders from other industries were invited for interaction
  to understand best practices

This leadership development journey helped participants reflect, calibrate,
assess and transform their role as a leader in the organization. It was captured
through post 360 - degree feedback.

High end developmental initiative for the senior managers of a 
leading global Gases and Engineering company
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The Client

Formed in 1992, head quartered in Dubai this utility providing company  
is fully supported by the Dubai Government. Providing services to more
than 780,000 customers with a happiness rate that reached 95% in 2016, 
they have been ranked as one of the best utilities provider in the world.    

Created a succession pipeline for one of the largest utility company 
 in the Middle East 

 Naman instilled a new mentor-mentee culture  to ensure 
a strong second line of leadership

The Need 
To create a mentoring culture across the organization to leverage mentor-
mentee relationship. The organization was keen to institutionalise the
mentoring process to increase employee engagement and develop leaders 
with increased awareness. 

The Approach

The Outcome 

The workshop focus was to facilitate mentors and menteesto understand 
the significance othe mentoring process. Separate workshops were planned
for mentors and mentees. Activities like role plays and case based workshops
were used to drive home the impact of the mentor-mentee engagement.

  Increased awareness by leaders to effectively perform the role of a mentor
  for the team
  Increased collaboration result in engagement 
  Equipped the organization with a ready succession plan
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Headquartered in Mumbai, Maharashtra, this large multinational manufactures
and sells pharmaceutical formulations and active pharmaceutical ingredients
(APIs) primarily in India and the United States. The company offers formulations
in various therapeutic areas, such as cardiology, psychiatry, neurology, 
gastroenterology and diabetology. 

Partnered with an Indian multinational pharmaceutical company to 
assess and develop their Sales Managers on sales competencies

Naman developed BARS for the sales competencies

The Need   

The Approach

The Outcome 

  

•With a view to grow and sustain the growth, Sun Pharmaceuticals felt the 
  need to hand hold their Managers on sales competencies. 
•An internal survey was conducted to identify competencies that would help  
  them excel while doing things differently

•Fine tuning the Sales competency dictionary 
•Internal Assessor Certification programs were held to develop Assessor skills
  A Development Center (DC) approach was adopted to assess participants
  on the identified sales competencies 
•Basis the DC insights received, competency based workshops were developed 

•The program created a significant buy-in amongst the Business Units on
   the need for competency based development for their Sales Managers
•It also resulted in the creation of an internal pool of certified assessors
•Reiterated the need and importance of having an IDP in place for every 
  employee
•Every individual was equipped with tools and techniques that they could use
  in day-to-day operations to achieve excellence 
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Our Reach
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inquiry@namanhr.com

+91-2226122551 / 52

  

+91-2652354788

Naman House 1 / 2 - B,
Haribhakti Colony,Opposite 
Race Course Post office, race 
course, Vadodara- 390 007

2- A/B, Shyam McDonald 
Restaurant, Adjacent to 

HDFC Bank, Lajpat Rai Road, 
Vile Parle (West), 

Mumbai – 400 056 


